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SPANISH SMEs OVERVIEW 
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SPANISH SMEs OVERVIEW 
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WHY BUSINESS TRANSFER MATTERS IN SPAIN?
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20,1%

5,7%  
7,8%

8,7%  



(*) ACCORDING TO THE FAMILY BUSINESS INSTITUTE 

1.100.000 ENTERPRISES ARE FAMILY OWNED*

2.663.055

94,3%
4,9%

137.178

0,1 %

4.079

0,7%

21.010

SPANISH SMEs OVERVIEW – NUMBER OF COMPANIES 
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SPANISH SMEs OVERVIEW – EMPLOYMENT BY SIZE

SME 66 % BUSINESS JOBS

MSXS L
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CERTAIN UNEMPLOYED PERSONS ARE IDEAL CANDIDATES 
TO PROFIT FROM THE PROGRAM (AS BUYERS).

UNEMPLOYMENT AND BUSINESS TRANSFERS
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NOT NECESSARILY IN 
THE SAME SECTOR

TO A SUBSTANTIAL PART OF THE 

AVERAGE BUSINESS TRANSFER PRICE

(<50.000 € IN NON-INDUSTRIAL SECTORS).
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BACKGROUND
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BACKGROUND (I)

BUSINESS DYNAMICS: START-UPS, BUSINESS TRANSFERS AND BANKRUPTCY 2011.

IMPOSSIBILITY TO FIND A 
SUCCESSOR

LEGAL, FISCAL DIFFICULTIES
LACK OF FORESIGHT IN 

BUSINESS
PSYCHOLOGICAL 

DIFFICULTIES

450.000 companies
ARE TRANSFERRED ANNUALLY IN EUROPE *

LOSS DUE TO INEFFICIENCIES IN 
BUSINESS TRANSFER PROCESSES
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PLANNING & 
MANAGEMENT BARRIERS 
TO SUCCESSFUL BUSINESS 
TRANSFERS

BACKGROUND (II)

FAILURE IMPLIES LOSS OF 
ECONOMIC CAPITAL, 
CONTACTS, KNOWLEDGE 
AND OTHER INTANGIBLE 
ASSETS, JOBS AND 
ECONOMIC GROWTH.

AWARENESS-RAISING 
FOR BETTER PLANNING 

AND PREPARATION

QUALITY OF SUPPORT 
AND ADVISORY 

SERVICES

QUALITY STANDARDS –
ONLINE MARKETS AND 

CONNECTIVITY
TAXATION*

LACK OF EVIDENCE AND THE 
NEED TO HARMONIZE DATA 

COLLECTION FOR BETTER 
POLICY 
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* RETIREMENT TAX RELIEF, REINVESTMENT TAX RELIEF, SALE TO 
EXPLOYERS TAX RELIEF, DOUBLE TAXATION OF CROSS-BORDER 
INHERITANCES



- 3 YEARS - FIRM’S AGE 

MICRO - SIZE

SOLE PROPRIETORSHIP - LEGAL FORM

CONSTRUCTION - SECTOR

INDEBTNESS - FINANCIAL INDICATORS

BACKGROUND: VULNERABILITY TO BUSINESS TRANSFERS FAILURE

Source: BUSINESS DYNAMICS: START-UPS, BUSINESS TRANSFERS AND BANKRUPTCY, 2011

MORE VULNERABLE LESS VULNERABLE

FIRM’S AGE + 10 YEARS

SIZE OF THE FIRM - MEDIUM

LEGAL FORM

•LIMITED LIABILITY COMPANIES

BUYER

• TRANSFERS TO OTHER BUSINESS

BUYER

•TRANSFERS TO A MEMBER OF THE FAMILY
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EU BACKGROUND
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LEGAL BACKGROUND I

POLITICAL 
ATTENTION 

TO

BUSINESS 
TRANSFERS &

START-UPS

ADEQUATE

FINANCIAL
CONDITIONS

AWARENESS

CONSIDER SOFT 
FACTORS AND 

SUPPORT 
MENTORING.

TRANSPARENT

MARKETS

FOR

BUSINESS
TRANSFERS

ENSURE THAT

TAX SYSTEMS 
ARE TRANSFER-

FRIENDLY

APPROPRIATE 
STRUCTURES

TO 

IMPLEMENT THE 
RECOMMENDATIONS

COM(2006) 117 FINAL
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RECOMMENDATIONS FOR FUTURE WORK



LEGAL BACKGROUND II

PUT IN PLACE SCHEMES FOR MATCHING 
TRANSFERRABLE BUSINESSES WITH 

POTENCIAL NEW OWNERS
SMALL BUSINESS ACT 2008

DEVELOP USER-FRIENDLY AND WIDELY SUPPORTED MARKETPLACES 
AND DATABASES FOR TRANSFERRABLE BUSINESSES

ENTREPRENEURSHIP 2020
ACTION PLAN

FUNDS FOR THOSE 
WHO WANT TO 

ACQUIRE A 
BUSINESS

COSME

MEMBER STATES ARE

INVITED TO:

PROVIDE TRAINING AND SUPPORT TO RAISE 
AWARENESS  OF THE NEED FOR EARLY 

PREPARATION OF BUSINESS TRANSFERS

IMPROVE THE REGULATORY 
FRAMEWORK AND TO USE EU FUNDS 

TO SUPPORT TRANSFERS OF SMES

PUBLICISE BUSINESS TRANSFER 
PLATFORMS AND MARKETPLACES

AIMED TO DEFINE STANDARDS FOR EFFICIENT 
MATCHING PLATFORMS IN EUROPE AND TO 
CREATE THE BEST CONDITIONS TO ENSURE 

THEIR GOOD IMPLEMENTATION

SMALL BUSINESS ACT REVIEW
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SITUATION IN SPAIN
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PREVIOUS SITUATION

POLICIES TO PROMOTE 
ENTREPRENEURSHIP 

ONLINE BUSINESS 
CREATION IN 24-48 HOURS 

WIDE ONE STOP-SHOPS NETWORK

NEED TO SEE BUSINESS 
TRANSFER AS A PART OF 

BUSINESS CREATION.

BUSINESS TRANSFER’S 
MARKET WAS 
FRAGMENTED 

(HAMPERS MOBILITY AND 
COMPETITIVENESS) 

SEVERAL LOCAL AND 
REGIONAL INITIATIVES

REEMPRESA (TRANSEO)

LACK OF INFORMATION 

AND MARKET PLACES.
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TARGETS
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TARGETS OF THE PROGRAM (I)

PROMOTE THE CONTINUITY  OF 

ECONOMICALLY VIABLE ENTERPRISES

ENDANGERED AS LACK OF 

GENERATIONAL CHANGE

THE EMPLOYER MAY 
FORESEE IN ADVANCE THE 

TRANSFER OF HIS 
BUSINESS

THE ENTREPRENEUR MAY UNDERSTAND THE ADVANTAGES OF ACQUIRING 
AN EXISTING COMPANY AS ALTERNATIVE TO CREATING IT  "FROM SCRATCH". 

MAKING THE ACTORS AWARE OF THE PROCESS

JOBS
EXISTING COMPANIES

% SUCCESS

2 JOBS
NEW COMPANIES

50% SUCCESS
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TARGETS OF THE PROGRAM (II)

CREATE A

NATIONAL MARKET OF BUSINESS TRANSFERS

TO INTEGRATE THE LARGEST NUMBER OF EXISTING TERRITORIAL INITIATIVES
AND TO WHICH GOVERNMENT AND BUSINESS ORGANIZATIONS MAY ADHERE

TOOLS
TO FACILITATE SEARCH AND 
MATCHING OF SUPPLY AND DEMAND.

SMES ORIENTED
SMES CAN NOT ACCESS THOSE TRANSMISSION
SERVICES THAT LARGE COMPANIES USE.
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PROGRAM DEVELOPMENT
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PROGRAM DEVELOPMENT (I)

COLLABORATION:  MINISTRY OF INDUSTRY AND 
CEPYME*

TRAINING (FOR FUTURE ADVISORS), 
TECHNICAL SUPPORT AND TOOLS (CRM)

BUSINESS TRANSFER CENTERS  (BTC) CREATED
BY PARTNERS TO SUPPORT SELLERS & BUYERS

WEBSITE

* SME BUSINESS ASSOCIATION, WHICH GATHERS 59 
PROVINCIAL AND REGIONAL BRANCHES AND 51 SECTORAL 
BUSINESS ORGANISATIONS 21



RESTRICTED AREAS 
REGISTERED PARTNERS
(BTC)

http://www.transmisionempresas.es

PROGRAM DEVELOPMENT (II)

PUBLIC ZONE 
BLIND PROFILE 
OF THE SELLERS
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HOW DOES IT WORK?

.

SEARCH TOOL FOR BLIND 
PROFILES BY 
SECTOR/ACTIVITY/REGION/PRICE

ADS POSTED BY BTCS

MATCHING PROCESS BY BTCS 
AND POTENTIAL BUYERS

POTENTIAL BUYERS AND 
SELLERS REGISTER ON 
THE PLATFORM WITH 

BTCS SUPERVISION
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FIRST MEETING

ALL MEETINGS ARE HELD AT THE PREMISES OF THE PARTNER INSTITUTION.

CONFIDENTIALITY 
AGREEMENT LETTER OF INTENT

MATCHING

DUE DILIGENCE   (IF NECESSARY)

TAKEOVER 
PLAN 

INITIAL CONTACT

HOW DOES IT WORK?

SELLING 
PLAN 

INITIAL CONTACT
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WHAT DOES THE GOVERNMENT OFFER?

• A BUSINESS TRANSFER NETWORK TO GIVE INFORMATION AND ADVICE.

• PUBLICITY THROUGH THE WEBSITE

• ANONYMITY.

TO BUYERS AND SELLERS

• 2 DAYS TRAINING TO EXPLAIN METHODOLOGY AND TOOLS. PLUS MEDIA AND
GUIDES.

• TECHNICAL SUPPORT

• A SINGLE DATABASE OF BUSINESS TRANSFERS AND TOOLS. A UNIQUE MARKET 
PLACE.

TO THE PARTNERS

• PARTICIPATE IN BUSINESS NEGOTIATIONS.

• RECEIVE ANY FEES UPON THE CONCLUSION OF BUSINESS CONTRACTS.

WHAT WE DO NOT DO
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PAST AND FUTURE OF THE PROGRAM



2

2013 - 2015

2

PAST

From 2016 on

POOR NUMBER OF BUSINESS TRANSFERS
POOR TERRITORY COVERAGE

FASTER 
MORE EFFICIENT IMPLEMENTATION

CEPYME IS THE SPANISH 
CONFEDERATION OF SMES 

CECOT IS A CATALAN 
BUSINESS ASSOCIATION

FUTURE



FUTURE OF THE PROGRAM / EU ROLE

WE AWAIT FOR  RESULTS: 

STANDARDS FOR EFFICIENT MATCHING PLATFORMS 
IN EUROPE AND TO CREATE THE BEST CONDITIONS TO 

ENSURE THEIR GOOD IMPLEMENTATION

FINAL GOAL: 

CONNECTIONS BETWEEN PLATFORMS FROM 
DIFFERENT EUROPEAN COUNTRIES

EU FUNDS FOR: 

RAISING AWARENESS, TRAINING OF 
ADVISORS, CREATION/ UPGRADING OF 

NETWORKS: COSME?
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www.transmisionempresas.es
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